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ABSTRACT 

The outreach development process described in this 
document is designed to. provide a model fot planning and iaplementing 
a program to extend access to educational opportunity for members of 
the community served by the Los Angeles Coniaunity College District. 
The^re are four s£eps required to initiate such a program: (1) 
Identification — ea^h college must identify the general types of 
organizational entities and population segments (private industry^ 
residenti-al ar^as, government agencies) within its area with a high 
potential need for general or specialized educational programs; ( 2) 
Qualification — a (Retailed examination of identified potential 
customers in order to-select those. best suited for analytical 
investigation; (3) Subdi vision^^a determination of the most 
'accessible . and desirable segment , of the cu&t.om$r*S educational needs 
in or&er to spegify objectives and* time frames and to forecast .costs; 
(4) Implementation — the selection of a delivery system that best 
me^ts the .needs of the target " population. An educational telephone 
network is described ^s representative of a media-oriented delivery 
system which may be. utilized in place of traditional classroom 
instruction* Appended are a summary of an evaluation of an 
educational telephone network course and a cost-effectiveness -study • 
(Author/NHM) 



♦ Documents acquired .by ERIC dnclude many informal unpublished * 

♦ materials not available from other sources. EPIC m'^es every effort ♦ 

♦ to obtain the best copy available. Nevertheless, items of marginal ♦ 

♦ reproducibility are often encountered and this affects the quality * 

♦ of the microfiche and hardcopy reproductions ERIC makes available * 

♦ via the ERIC Document Reproduction Service (EDRS) . EDRS is not ♦ 

♦ responsible for the quality of the original document. Reproductions ♦ 

♦ supplied by EDRS are the best that can be made^from the original. * 



ERLC 



/ 



4 



.•'LOS ANGEI£S.C_0|iteflBiTTY HOLLEG:^ DISIRIGT-.- 



A EE&N FOR DEVELOPMENT OF AN EDUCATIONAL TELEPHONE NETWORK (ETN) 
TO EXTEND ACCESS TO' EDUCATIONAL PROG.RAMS 



9 0 S OEPARTMCNTQPHEAtTH 
eOUCATIO>ttWCLPA»E 
NATIONAHNSTITUTEOF 
EOUCAUON 

■ Tm4$ -D^'tiV^NT HAS RfcPHv> 
^ QuCCO ICTLY AS «0CFivrO (-ROV 
PCS^N OR ORtANtZATiON OXIOJK 
AHr:0«T POINTS OP View OR OP»NiONS 
^TATED DO NOT WECESSAR^Y REPRE 
b^'UOPPtCIAl NATrONAt *NSTlTUTtO»- 

f O'j.'ATioN rcjv -'r-; CJf POLICY 



LOS ANGELES COMMUSITY COLLEGE DISTRICT BOARD OF TRUSTEES 



, Monroe F. Richman, M.D.*,* Fresid^t 



Frederic A. Wyatt, Vice-President 

Arthur Bronsdn 

Mrs. Marian W» La Follette 



jl William Orozco" 
Ralph Richardson, Ph.D^ 
Kenneth S* Washington, Ph.D. 



. Dr. ^^eslie Koltai-, Chancellor 



Dr. Louis Kaufman,. Epcecutive Vice Chancellor 

i . 

• Dr. John T. McCuen, Vice Chancellor 
•Educational Planning and Development % 

Louis F» Hille^iry, Dire^ctor 
Instructional Development 



ERIC' 



J.' 



... j . 



October 1973 



.2 



^ ' PURPOSE . 

S The Los Angeles Community College district serves 
the community by offering educatiojial programs at 
eight college campuses and numerous branch' locations . 
However, research findings provide evidence that a 

'i 

significant number of the community pppulations have 
educational needs that are not presently being 
satisfied. 

* I * 

The objective of this plan is to provide a coordinated 
effort to increa&e access to ekiucational opportunity 
for members of the community served by th^ District 
who are not presently enrolled in one of the District 
colleges. 
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■ A MODEL FOR EXTENDING ACCESS 



TO EDUCATIONAL PROGRAMS 



The outreach development process illustrated on the 

r 

next page is designed to provide a model for planning 
and implementing a program to extend access to educa- 



tional opportuni^ty . 

\ 
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IONS OF^THE OUTREACll DEVELOPMENT PROCESS 



FUNCTION 



PEjlFORHED BY 



Identify, educatiorrarnieeds 

Determine if educational needs'* 
can be met by educational programs 
offered by the Los Angeles Community 
Colleges 

Determine which District College . 
will be 'responsible for educational 
program , 

Schedule courses 
Plan ctjurse-content 
Develop educational strategies 

Select faculty " . 




roduce media 

Sel\ct a deliv£,ry-response 
system 

Implement marketing plan 
Enroll students 
Evaluate results 



Coliege/lMstrict 

Continuing Education 

Committee recommends ^ 

to District Administration 

/ 

Continuing Un^at^on^ 
,^Committee 



College 



College^ ^ 

College/pie-trlct 
College/District 
Colleg.e 

College/Distfict 



V. 
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THE CONTINUING EDUCATION COMMIT 

r . . ■ ■ ■ 

% 

Purpose : n 

>• 

1. Advises IMrector of Instructional Development on policy 
formation and procedures- to extend educational oppoirtunitie 
to the community beyond the traditional "on-'qampus'* 
programs, ^ 

2. Coordinates Extended Access Program development. 
V , . , 

3. Provides for exchange of information concerning Continuing: 
Education Programs and Instructional Methods, . 

4. Plans marketing strategies, 

5. Evaluates oft-going programs. 

Membership : , ' ' V ' 

} i 

Director, Instructional -Development 

Coordinator, Educational ^Telephone Network 

Dean responsible for Continuing Education at each college 
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MARKETING OUTREACH 



The following gyidelines w.ill help each college formvlate strategies 



designed. to identify and penetrate potential student 'markets, identify 
st^S^nt needs,' establish objectives and priorities^i^^ foreCa'st recjuire- 
ta€^llts.>\ and speciiE^ divisions of responsibility . ^ 

There are four steps requi^red to initiatfe^ such a program: • « 



•1 , Identification 

2*. qualification 

3. Subdivision 

4. Implementation 



Identification of Markets 

The first step will involve some form of ^mailfet identification. Each 
College will have to determine the types of locations and student pop- 
ulation that can .best be served by an educational telephone network. 
Each college must identify the general types of organisational entities 
and population segments within its area with a high potential need 
for general or specialized educational programs. Although no one 
college will have all of the markets listed on the next page in its 
geographical area, "^his list is an examples of the type, of market 

t ' . A' 

identification >ist which should be developed by each college,. 
»• I » 

Once each college has identified broad market categories such as, 
those listed, the specific companies, .agencies, etc*, that are 
in Its area must be identified. This 'will proyide the base for 
the 'qualification step. ^ 



\ 
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Private Industry Markets 



Multi-branch businesses 
Banks 

Department Stores 
Insurance 
Savings & Loan 



Stock Brokers 
Supermarkets 
Utilities 
Others 



Single location, high employee 
density bu3inesses 

Aerospace Facilities 

Auto Assembly Plants 

Factories 



UnionHleadquarters 
Others 



\ 



Residential Markets 
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Apartment Complexes 
Individi^al Residences 
Neighbol*hobd Residence 
'*Coff^ Clatch" 



Other Facilities 

Libraries 
* Neighborhood Store 

Park Fac^^ities 




Educat;ionar Institutions ^ 
High School Transition/ 
Honors Class^es 

a. Unified District 

b . Archdiocese 

c. Others 

City/County/State Agencies 

tk\\ Departments 
/Public Safety Ager)cies 
^ PolJP^e Departments 
Fire iJSoartments 
ProbatioivS)^partments 
Detention FaNLlities 

Federal Agencies 
Military 
Postal Service 



V 



Residence FaciliJ 
Senior' Citizen - 

Retlxeraent Communities 



Senior Citizens Centers 
Others 



Governmental Markets 




Classified Enjployees 
Teacher Aloes 
Others 





Public SSB-i^tance Agencies 
Welfare Of^ces 
Hospitals 

Others \ 



Internal Revenue Service 
Others 



Qualif ii^tion 

This step'consists of a detailed examination of identifie4^ potential 
customers iri order to select thoise beat suited for analytical iTives- 
tigation, The^^selection criteria would include comparison of 'antlci- 

pated education^il needs with existing programs ^nd analysis of probable 

\ 

location popula-ti6n densities, ^ ♦ 

Steps involved in maVket qualification will inclirde: * ^ 

* 1. Initial cases\by case review 

Exai^ine all ideVitified customers to detei;ynine 
a ptogram of corkact work, 

\ 

2, Team formation \ 

\ ■ - 

Assess the*need to a^ssemble a specialist team 
most familiar with e^ch market segment or 
individual customer, \' 

3, Assignment pf priorities 

Consideration must be given to factors indicating 
concentration of effort. The factors to be considered 
will include student and'revenue potentials, political 
significance, market prominence, etc, 

4, Forecasting/Scheduling of effort* 

An analysis of required manpower and expense will- 
be necessary to evaluate the feasibility of pur- 
suing an individual market segment or customer. 




. Subdivision ' " . * , . 

— : . . ■ ■ ' A ■ 

The third step entails a determination of the riipst' accessible \ad 
desirable segment of* the custom^'^^educatlori^L n^ in order ftV' , * 
develop immediate college objectives. Suhdivl^on will allow for i . 



\ 



the establishment of goals ^jg^ forecasting of m^^^^^r, equipment and^ " 
expense identification, and the developmen&^o^^hb.rt and long ran^e^v 

1 V\» \ 

plans on a per customer or segment basis. >n J^^' ^ 

The subdivision process includes fhe following ^steps: ^ ' , 

1^ Identify long range objectives J^\\ 

1. Specify interim objectives 

3. Identify immediate activities 

4. Set time frames • ^ 

5. Identify student effect ^ 

6. Estimate man days and skills 

7. Identify capital effect . '-^^ 
'8. Identify expense effetTf"^ 

9.. Document subdivision for control, evaljjation and* 

« f ollow'-up / * , 

/ 

Imp 1 emejr^a t i on 

The- fourth step is the selection of a delivery system-that best meets 



/ 

/ 



the needs of the target {copulation. The Educational Telephone Network 
described on the next page Is representative of a media oriented delivery 
system which may be utilized in place of traditional classroom instruction 



THE EDUCATIONAL TELEPHONE NETWORK 
* (ETN) 



The Educational Telephon^j Network is a delivery-response system 
for extending access to educational programs^. 

Establishing an ETN 



Two point, network \ 

Two locations may be connected by regular telephone 
service. ^ " > 



Three or more point network - priva^te line 

A private dedicated line may be installed to connect 
any number of locations to form an Extended Telephone 
Network. 



Three or more point network - Tele-Console 

The tele-console is a special switchboard which 
will permit a network of up to 20 locations 
utilizing existing telephone lines, A tele-console 
'is bei>ng installed in the District ITV- Office at 
Los Angeles Cit^^i* College. 

The Telephone Conference Device ^ 

A portable telephone conference device (50A) is reared 
at each-location. This device > when it is plugged into 
a telephone jack, contains a high fidelity speaker system, 
a Standard telephone dial and microphones. 
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Examples of Applications of the ETN as a Deliver y-Response System 



An ETN may be utilized 



1 To offer classes before the work day begins^ during 
lunch time, or immediately after work at business 
£>v industrial locations. 

2. To offer classes in hc^gpitals, convalescent h'omes, 
or retirement villas where mobility is jrestricted-. 

3. fo provide hijgh school students access to 'college courses. 



' 4. To deliver instruction §t two or more location's where the ^ 
number of students at .one ^C^tibn is too small to justify 
* assigtring an Instructor. ^ 
A description of an actual ETN application is giv^n in the Appendix. 



Advantages of the Educational Telephone Network . . 



0 



1, Provides delivery of instruction to a location more / 

conveniently accessible ^Q^life^ student. 
2 'The class size is not dependent upon the number of 

r 

Students present, in any one liDcation. 

3. Use of media provides for diversity of educational 

4 

strategies. ' # - 

4. Efficiency ynay be increased due to an improved instructor/ 

f 

student ratio without a decline in effectiveness. 

5. Campus classroom facilities are not required. 
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Evaluation of a Course Offered via an ETN Delivery-Response System 



An evaluation study of an ETN course 'offered in the Los Angeles Com- 
munity College^District , as well as a cost effectiveness study, is 
presented Hn the Appendix. 

Procedure for District Coordination of ETN Development 

1. A proposal to offer ^ course utilizing the Educatlonal^Telephone 
Network is submitted to the Director of Instructional Development. 
See Appendix. 

2. The proposal is reviewed by the Continuing Education Committee ^ 

and a recommendation for approval or non-approval is made to 

\ 

' jthe Director of Instructional Development. 

3. The sponsoring college develops the educational program and marketing 
plan. 

4. The Coordinator of Educational Telephone Network Development will 
assist the college sponsoring the course in establishing the ETN 

^ and will maintain liaison between the college administrator and 
the staff of the Pacific Telephone Company. 

5. Registration and enrollment* are accomplished by the sponsoring 
college. The sponsoring college will also maintain student records 
and receive credit for enrollment. 

6. An evaluation of the ca6rse will be conducted and reported to ^ 
the Continuing Education Committee. 



C 
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APPENDIX 



\ 



\ 

SUMMARY OF AN EVALUATION OF "INSTRUCTION 
DELIVERED VIA AN EDUCATIONAL TELEPHONE NETWORK 

Conducted by 

Dr. Ben Gold, Coordinator 
Research, Los Angeles €ity College 




By arrangement with Pacific Telephone Company; Los Angeles City ^ 
College in Spring, 1973 offered to Telephone Gompany employees a 
course in Organization and Management Theory (Management 2) via a 
conference telephone setup which permitted the students to take.the 
class at their employment location. Five local telephone company 
offices participated in the program and offered the course either at 
noon or at 5:30 p.m. The instructor, Mr. Donald^ Landauer, rotated 
his appearances among the five locations. Students at locations other 
than the one where Mr. Landauer was physically present were able to 
hear the lecture and participate in discussions by means of a co^nference 
'telephone arrangement. ^ 

The purpose of this study is tcj assess the impact of the* course upon 
the students and to offer some jcompatative information relating to 
student performance. Infotmatiion was obtaitied from an evaluation 
questionnaire administered to the students and from Mr-; Landauer's 



class records. 
Following are some observations on the findings: 



(1) 134 (92%) of the 145 students enrolled completed the course 
with a grade of "A" (48%), "B" (48%), or ^''C" (4%)'. 

Over three-fourths of the- student^? were females, and nearly 
80% w#re in non-management positiotis. Over two-thirds of 
the total enrolled in classes offlred during the lunch hour, 
nd the remainder in classes statJCing at 5:30 p.m. 

Us\ng mean total points and grad^ point averages as criteria, 
there were no significant differences in performance between 
noon Vjci evening.>classes , between fnales and females, and , 
-between management and non-management personnel. 

(4) Student response to the program (especially to the instructor) 
w^s highly favorable. Many sugg-estions for future course 
offerings of .this type were offered, however. These suggestions 
are detaile^d in the' body of the ^report, and.it is recommended 
that planners of Similar offerings read them carefully. 



A complete iftppy of the Research Report may be obtained from the 
Director of Instructional Development, Los Angeles Community 
College District, 2140 West Olympic Boulevard, Los Angeles, 
California 90006. 

til 



COMPARISON OF COST EFFECTIVENESS ^ 
EDUCATIONAL TELEPHONE NETWORK TRADITIONAL BRANCH CLASS SCHEDULING 



Traditional Mode 



r 



Four class sections meeting 3 hours weekly, at four different locations. 

An instructor is assigned to feN^ch the class at each location at a . ^ 

salary of $12.21 an hour. 

4 Sections x 3 hrs. x 20 wks. x $12.21" Hr $2.930.40 Direct Coat 

ETN Mode: Four Point Private Line Network 

Four class sections meeting 3 hours weekly at four different locations. 

An Educational Telephone Network is established to connect the four' 

sections. ' ' ' • V\ 

\ 

An Instructor is assigned for five hours per week to provide instruction, 
utilizing the ETN; part time salary rate is the same as for the traditional 
mode. ^ 

ETN cost for a dedicated phone line: 

4.5 months x $i27 monthly charges../. !% . . . $ 571.50 ' 

Installation !' 80.00 . 

$ 651.50 

50A's vto be provided without cost to the Dfstrict^j^' ^ 

Faculty .Salary: 5 hour^ weekly x 4 wks. x 5' pay 

periods = 100 Hours x,$12.21 '$1,221.00 /^ 

Mileage : ^ 100.00 

\ . , ' $1,972.50 Direct Cost 

COST 'EFFICIENCY RATIO.: \ \ 

\ , . • 

__ETfL_X 19Z2 . = 68 
, TRADITIONAL \ 2930 



The .68 ratio is computed for four sactions meeting simultaneously. 



The ratio will be improved if more than one class of 4 sections is ^ 



offered at different hours utilizing the *same line,. 



Lns An[,clc$ Comhrjnixy Collogc District 
OFF!C£ OF hDUCAl iONAL PLANrvMNfi DEVELOPMENT 



PROPOSAL TO OFFER COUFiSES UTILIZING THE LDUCATIONAL TELEPHONE NETWORK 
College 



• Date Submitted 



Proposed for 



Semester 



Year >f 



1» ^Describe population to be served: 



' 2. Name of contact: 



' 3. Describe eriucational n^i|cJs of population 



\ 



4 Title of program proposed to m: et educational neod: 



5. Collcqe$ ir Oirnc: no v oHcnro 1;^r> i 'c-^-ram 
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^ 



Si 



!5. Proposed courses!^ 
6a. Courji^o. 



Date 



LOCATIOMSr 



Address 




Title 



Time 



Room 



UKlts 



Est. Enrollment 



Total enrollment for course 



hh C .oiirv» ivin 



) I itip 
Time 



Root, 



I IniTQ 



Est. Enrollment 



Total enrollment for course 



^ \ 7. To::il est. c.'vollmcr.t for all (,<>tir .<'s li:t( d jn C 
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8.. Resource requirements 

8.1 Faculty salaries Delivery/Response system 

8.2 Cost of installarion: 

8.3 Monthly charges 

8.4 Support staff (In addition to regular staff) 
^8.5 Supplies 

8.6 Other costs 

8.7 Total 



$ 



9. Estimated cost per enrollment (Line 8.7 -f Line 7) 



\ 



10. Prepared by 



^ RTecommended for approval 



College Presrdent 



. V 



UNIVERSITY OF CALIF. 
LOS ANGELES 

OCT 3 1 1975. 

CUEARINGHOUSE FOR 
JUNIOR COLLEGES 



Foi O'firp U<:- 



Received by Director of IniUucionil Dcvolopment 

ToCCUA ■ . 

CCfcA nccommmdation: 

Dirrctor I ni» ruction -I Dfvt hp-per,t Action 

Vicp-CI'tnc'llor F.-!uc3'irn.-l PlaiiU'tif; £. Ot^'^'lopiijont 

Course Offered • 



Fvaludtion Ccuplcted" 
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Dote 
Date 



Datp 



Doto 1 



